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Electronic commerce. Globalization.
Alternative work arrangements. Deregu
lation. Converging industries. Emerging
markets. Rapid-fire technological evolution
affecting every country, every company,
and every individual. On every front,
in every line of business, CPAs are con
fronting change of unprecedented scope
and momentum. Sophisticated clients
and employers are demanding not just
the right information, but the most strate
gically relevant information in real time.
Capitalizing on this change is critical to
the survival of a distinct and viable CPA
profession. But to capitalize on change,
you have to know not only where it’s
already touched down, but also where
new forces are just beginning to surge.
And you have to understand how to
navigate through the right channels of
opportunity, at the right time.
The CPA Vision Project aims to pull
the profession together to set a common
course. Starting in September 1997,
thousands of CPAs in public practice,
industry, government and education will
begin to converge in dynamic Future
Forums occurring in every state across
the country. One of the critical issues to
be addressed at those forums will be how
CPAs can leverage their core ideologies
and competencies, and move up the
information-decision value chain with
clients and employers.This groundswell
of insight into the forces challenging
current and future CPAs will be a critical

driver of the CPA Vision Project.To our
knowledge, no other profession in the
United States has successfully pursued a
visioning process of this scale, yet the
process is a hallmark of many of the
most successful companies and industries
operating today.
For all of us at the AICPA, this effort
represents an unprecedented opportunity
to enhance our stewardship role for the
accounting profession. In our daily work
lives, the project will enable us to do more
than just react to change occurring all
around us; we will be better equipped to

anticipate change and cause it to happen.
More importantly, visioning will help us
to apply strategy to and prioritize actions
that must be taken in order to protect
the future of the profession. No matter
what member segment you represent, no
matter what function you serve within
the Institute, the CPA Vision Project will
ultimately affect what you do and help
define why you need to do it. Building on
the voices and insights of our members,
the CPA Vision Project will provide us
with a road map to the future — a future
that our members have asked us to help
them create.

Get ready for “vision”
While visioning may sound like new-age
mumbo jumbo, it is anything but. Vision
ing is about preserving and expanding the
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bottom line. Building new markets. Cre
ating new value for clients and employ
ers in services and products that they
themselves may not yet perceive.
Visioning is about looking far ahead
and learning to ride the wave of change
into new competitive ground.
The term "vision” is often miscon
strued. Vision does not refer to the
ability to predict with absolute certainty
future events, marketplace trends, or
technological innovations. Nor does it
mean creating the umpteenth iteration
of a corporate mission statement that
sounds great on paper, but never gets
off the page. In essence, vision means
reflecting on core values,competencies
and strengths; exploring the ways in
which social, economic, technological
and political forces are altering the
world; and identifying opportunities
for achieving the ideal competitive
position.
Visioning is a way of focusing on
the waves of change rolling under
the way you do business every day.
It is also learning to ride those waves
to previously unforeseen competitive
opportunities. Some of the most
successful companies in the world have
made visioning a way of doing business.

Visionary companies,
new competitive horizons
Most of us can remember when “Made
in Japan” connotated cheap manufac
turing, poor quality, imitative products.
One corporation had a vision to trans
form that image by pioneering new,
creative products for the benefit of
consumers. In the early 1950s, a small
company named Tokyo Tsushin Kogyo,
with approximately one thousand
employees and no overseas operations,
decided to make a few incredibly bold
moves. Current wisdom at the time
argued powerfully against the feasibility
of and potential consumer interest
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in a pocket-sized radio.To many, the
concept bordered on the absurd.
Nevertheless, this upstart company
damned the torpedoes and proceeded
full speed ahead in its quest to create
what appeared impossible: a miniatur
ized transistor radio. Later in the decade,
the same company decided to abandon
a ten-year-old corporate identity and
assume the name Sony Corporation
based on the visionary goal that since
its long-term success depended on
international expansion, the company
needed a name consumers in foreign
countries could easily pronounce .Today,
Sony is one of the most successful
companies in the world and its name
is synonymous with high-quality, inno
vative, and premium electronics.
In 1907, William L. McKnight, a
bookkeeper from South Dakota, joined
a fledgling company whose primary
business was mining mineral deposits
for grinding-wheel abrasives. When its
original product concept failed, the
Minnesota Mining and Manufacturing
Company almost ground to a halt. But
the founders and employees were
determined to find a way to keep the
company going.The unassuming
McKnight led the company in devel
oping a vision of success that depended
on innovation and individual initiative.
This vision guided the company into a
new era. If you want to know what
happened to Minnesota Mining and
Manufacturing, hop on the Internet
and surf over the 3M’s home page.
Here’s a sample of what you’ll find:
“Since our beginnings at the turn
of the century, 3M’s success has come
from producing innovative solutions
to our customers’ problems. From
3M™ Wetordry™ Sandpaper to Post-it®
Notes to Scotchgard™ Fabric Protec
tors, our products have changed the
way people live and work.” By the
1990s, 3M hit sales records of over
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$ 15 billion annually. Almost a third
of those sales stemmed from products
created in the previous four years.

A turning point for the
accounting profession
With the CPA Vision Project, the
accounting profession has reached a
turning point in its long, distinguished
history.This unprecedented initiative,
spearheaded by the AICPA and state
CPA societies, will capture the thoughts,
concerns, experiences, daydreams, and
aspirations of CPAs across the country
and forge them into a vision that will
define the profession’s future viability.
But it will be up to each of us, in our
varied disciplines, to help carry this
vision into reality.
To learn more about the CPA
Vision Project, visit its dedicated
web site at http://www.cpavision.org.

What a vision is...
• A strategic process.
• A careful examination of what
we do and why we do it.
• Informed understanding of a
profession’s core competencies
and values.
• Research into current marketplace
trends, strengths and weaknesses.
• Analysis of the forces driving
change on all fronts: economics,
technology, politics, society, regula
tion, and human resources.
• The creation of a future scenario in
which success is assured.
• A platform for strategic planning
designed to obtain the desired
outcomes.

What a vision is not. . .
A strategic plan.
A mission statement.
A theoretical exercise.
An operating plan.
Mumbo jumbo.
A values and vision statement.
The latest fad in business
management.
• The brain child of an exclusive
management team.
• Science fiction.

•
•
•
•
•
•
•

An Inside View of the Partners’ Conference
Richard Koreto
On June 2-4, 1997, Microsoft, in cooperation with the
AICPA, hosted “The Partners’ Conference,”designed to
help managing partners determine the “whys”and “hows”
of adding consulting niches—in technology and other
areas—to theirfirms.The three-day event was designed
to answer these questions.Why is business systems con
sulting the most promising field of opportunity for CPA
firms? And bow can CPA firms establish their own
consulting practices?
Some 1,200 CPAs discovered that Microsoft marketing
manager Matt Davis wasn't kidding when he opened the
Partners’ Conference by saying “This is not your average
CPE...we re going to have some serious fun.” Designed to
help partners help their firms start technology consulting
practices, the Partners’ Conference, cosponsored with
Great Plains Software and Compaq Computer Corporation,
used a best-selling author, an international television host,
giant video displays and a frighteningly powerful stereo
sound system to get the following message across to
small and midsized firms: Develop a tech-based consult
ing niche or get left behind.
On Monday morning, June 2, Davis introduced
the British author and educator James Burke, whose
TV shows explore the relationships between civilization
and technology. Equal part Oxford don and Monty
Python, Burke managed to weave a humble accounting
facet—double-entry bookkeeping—into a historical
tapestry that included the printing press, the pendulum
clock and the Reformation. He made it clear that the
most traditional CPA can be swept away by changing
technology. InfoTech consultant Don Tapscott, author of
The Digital Economy, spoke next and lent a very human
perspective to the way technology changes our lives.
Leadership had traditionally been a top-down affair, he
said, but in the new paradigm, with everyone having access
to information, leadership can come from anywhere. And
yet, ultimately technology itself does not determine the
future; the people who use it do. “The future is not to be
predicted,” he warned,“it is to be achieved.” He admitted
that although he’s proud his teen-age daughter has her
own Web site, he does wish she’d give him the password
so he could see the “parent’s section.”
AICPA President Barry Melancon then echoed some
of Tapscott’s themes with one of his favorite examples
during a talk on the significance of consulting to the

profession. He noted that the long supremacy of the
Swiss watch industry faded rapidly when it failed to pick
up on the revolutionary quartz watch. He urged CPAs to
be forward looking and not to be bound by their name:
“The A in CPA is our biggest problem,” he said.
On Tuesday morning, Davis introduced Mike Maples,
a retired Microsoft executive VP, and Mike Brown,
Microsoft’s CFO. Maples introduced the conference’s
only technology demonstration and discussed some of
the technology possibilities for today and the near future.
Brown, a former Deloitte & Touche partner who oversaw
the Microsoft engagement, presented a light financial
history of Microsoft: Bill Gates’ initial accounting system
apparently was a bulletin board stuck with scraps of
paper noting each expense. On Tuesday afternoon, VISA
International founder Dee Hock spoke on the philosophy
of organizations and gave examples from his own career
of the difficulties and rewards of being an innovator. One
general session highlight was the announcement of the
Technology Advisor Program, which led to a near-instant
sellout of the discounted initial offer. [The Technology
Advisor Program allows CPA firms to take the first step
toward building a technology consulting practice that
will bring them profitably into the 21 st century. See
article on page 4.]
Breaks between the various sessions were minimal
or nonexistent and most participants spent the little
free time at the vendor booths. Large and small soft
ware companies, publishers and associations gave out
brochures and free samples. (Great Plains symbolized
its North Dakota prairie headquarters by giving away
sunflower seeds.) Many participants said they got a
lot of ideas and were looking forward to going back to
their firms and getting started. Several said they hoped
Microsoft would repeat the conference. Participants
were pleased —and sometimes surprised— that the
conference did not turn out to be a two-day commercial
for Microsoft.There was no push to purchase Microsoft
software; however, every participant left with a free
copy of Microsoft Office 97.
Of course, not every attendee agreed with every
speaker; there may be as many models for consulting
success as there are CPAs who provide it. But everyone
agreed, it was not your average CPE.
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AICPA’s Technology Advisor Program Now Available to Members
Joanne Lindstrom
Managing the rapid rate of technological change is the
greatest challenge facing the accounting profession today
and tomorrow, and helping members meet this challenge
is the AICPA’s number one initiative. It is with this in mind
that the AICPA created the Technology Advisor Program.
This program, which began as a joint initiative between
the AICPA and Microsoft [see TNN,April 1997], is designed
to help CPAs expand their technology consulting practices.
“This program is a critical element in our continuing
charter to enlist CPAs to become the premier information
professionals for the new business age — providing timely,
relevant and targeted information and expanding beyond
traditional tax and audit work,” said Barry Melancon at
The Partners’ Conference in June [see article on page 3].
The alliance we forged with Microsoft [nine] months ago
is one of the AICPA’s most valued strategic relationships,
and the Technology Advisor Program will be an important
building block in the foundation of many of our members’
consulting practices.”
Although software makes up a large part of the
Technology Advisor Program, the program is not about
buying software at bargain prices or selling software to
clients. By participating in the program, CPAs commit to
an education designed to build their knowledge around
specific technologies so they can effectively advise clients
on technology solutions and identify new business oppor
tunities. “While large American businesses have been
turning to consultants in the Big Six for years, small busi
nesses have not had a consistent, comparable source to
turn to,” says Matt Davis, accounting industry marketing
manager at Microsoft. “Our hope is that with The Partners’
Conference and the Technology Advisor Program, we are
helping to build a new class of consultants for American
small businesses. We refer to it as re-engineering for the
masses and look forward to having other technology
and business experts participate in this program in the
near future.”
In order to participate in the Technology Advisor
Program, members pay a flat annual fee and receive

the Microsoft Action Pak, the foundation track of the
Technology Advisor Program. The Microsoft Action
Pak is designed to be a first step in equipping CPAs
with a core set of skills around technology competence.
It includes a large selection of Microsoft products,
technical support options, and a training program
provided by Productivity Point International.The AICPA
and Productivity Point International have tailored a
curriculum that is designed to meet the needs of CPAs
and their clients.The training also prepares CPAs for
the Microsoft Certified Professional exam and the
Certified Microsoft Office User. Upon completion
of the Productivity Point International training and
passing the Microsoft exams, participants receive a
Technology Certificate of Educational Achievement,
issued by the AICPA.
Microsoft is the first vendor to participate in the
Technology Advisor Program, and Great Plains Software Inc.
is now participating in the program. The program will
ultimately become a business systems consulting network
of premier technology vendors that have met the AICPA’s
rigorous criteria for participation.These criteria include a
quality product, technical support options, and training
that results in vendor certification of the member and an
AICPA Technology Certificate of Educational Achievement.
AICPA members were given the opportunity to enroll
in the AICPA’s Technology Advisor Program for the first
time at The Partners’ Conference. At that time, all
230 available enrollments (based on available Microsoft
product inventory) sold out in less than two hours.
The next enrollment opportunity will be in August,
for which the AICPA is now taking orders. For more
information on the Technology Advisor Program, contact
Louis Matherne, Director — Information Technology,
or Deborah Failing, Associate Manager — Professional
Development Marketing. Members interested in receiving
information on this program should be directed to
call Louis or Deborah.

Look for These Articles in Upcoming Issues of TNN
Gallop Opinion Survey—Results of the employee survey. The Pole of CPAs—four-part series on CPAs rules and responsibilities.
Women in the CPA Profession — See how their place in the profession has expanded. Also, an update from the PIP
Teams, an overview of the Member Satisfaction Survey results and discussions with staff will be featured in future issues.

Team Network News is written and edited by a cross-functional team. Decisions regarding this publication are made collectively by members
of the Communications Implementation Team. Co-Leaders—Joanne Lindstrom, Melanie Heim
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